Introduction
Export has been considered as one of the most important activities for business development in developing countries (Rahchamandi & Fallahi, 2014) . There are literally several studies on factors influencing on export activities (Turban et al., 2007; Tsoukiàs, 2008) . Suárez-Ortega and Alamo-Vera (2005) , for instance, studied the specific organizational and managerial determinants of different characteristics of firms' export development process including intention, propensity, and intensity. They reported that factors influencing on export involvement were not the same along the process of export development. Atuahene-Gima (1995) studied the role of new product factors in the firm's propensity to export and its performance in exporting new products based on a sample of Australian companies. They stated that product advantage, proficiency of predevelopment activities, and international orientation of the development process had positive effects on firm's propensity to export new products. Besides, the new product's domestic market performance and its impact on the sales and profitability of other products of the company were substantially associated with its export performance. Leonidou et al. (2007) presented an analytical review of the factors stimulating smaller firms to export. Business intelligence is also another important factor for development of organizational strategies (Alnoukari, 2009 ). There are several methods for determining business intelligence in organizations such as data mining (Carlo, 2009 ) and rule-induction framework (Chung & Tseng, 2012) . Elbashir et al. (2008) measured the effects of business intelligence systems by investigating the relationship between business process and organizational performance. Herschel and Jones (2005) investigated the relationship between knowledge management and business intelligence. Olszak and Ziemba (2007) presented an approach for building and implementing business intelligence systems.
The proposed method
This paper presents an empirical investigation to determine important business intelligence factors influencing on development of export activities. The study selects a sample of business developers who were involved in export activities in city of Tehran, Iran. Cronbach alpha based on standardized items was calculated as 0.882, which is well above the minimum desirable level. In addition, Bartlett's test of Sphericity yields a Chi-Square value of 3242.82 (df = 861, Sig. = 0.000). Table 1 shows some basic statistics associated with different questions of the survey. As we can observe from the results of Table 1 , some components of the survey are not within desirable limits and we may, therefore, use principal component analysis (PCA) after eliminating six items. Table  2 shows the results of PCA before rotation. In addition, Fig. 1 shows details of Scree plot. 
Fig. 1. The summary of Scree plot
According to the results of Table 2 and Fig. 1 , we may understand that there were four factors influencing on development of export activities. Table 3 presents the results of PCA after rotation. 
Discussion and conclusion
Based on the implementation of PCA method, the study has determined four factors including competitive position, organizational resources, efficient system and customer orientation influencing on development of export activities. In our survey, customer orientation (r = 0.985, Sig. = 0.000) has been the most important factor followed by organizational resources (r = 0.949, Sig. = 0.000), efficient system (r = 0.919, Sig. = 0.000) and competitive position (r = 0.836, Sig. = 0.000).
The results of this survey are somewhat consistent with similar studies accomplished earlier. For instance, Yazdi et al. (2014) presented a study to detect important factors influencing exporting herbal supplements and determined eight factors including supportive laws and regulations, organizational atmosphere, marketing structure, knowledge oriented, feasibility study, research and development, competitive strategy and partnership strategies. Nikseresht (2013) considered whether or not improving relationships between countries could positively impact on empowering firms and export capabilities. He also considered whether or not improving national strategies for developing exports could positively impact on empowering companies and export capabilities. He also tried to determine whether or not changes on rules and regulations could harm export capabilities. He reported that empowering small and mid-cap firms could contribute the whole economy through boosting export.
Azad and Savadkouhi (2013) also presented an empirical study on factors influencing on insurance issued by export guarantee funds. They determined four factors including risk management, customer oriented, quality management and trade management. Finally, Rahchamandi and Fallahi (2014) presented a study on logistics outsourcing on exports of minerals goods. They determined that there had been a meaningful relationship between strategic orientations of exporters against outsourcing third part logistics (3PL) and basic and additional capabilities of 3PL. Babakhani and Haji (2011) performed a study to determine the most important obstacles on boosting exporting industry in one of the provinces of Iran. According to the results of this study, the government could help 28 producers develop their exporting business by reducing tax, providing low interest loans, supporting marketing planning abroad, etc. There were also different parameters which could be considered by producers such as having an active union, maintaining a high level of quality for long term, using a good packaging, etc.
